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NATIONAL TARIFF PRODUCERS ASSOCIATION ORGAMIZED. 


In the week of October isth many of the tariff plano- 
graphers gathered in Chicago. These tariff planograph- 
ers gathered to consider a Guide of Fair Value, an 
Open Price Plan and other mediums to stabilize the 
planographic tariff industry. H. B. Evans, Photo-Re- 
production Company, presided at the meeting. He re- 
viewed the efforts of the planographers to stabilize 
their product. He explained that the tariff plano- 
graphers were availing themselves of the set up of the 
National Association of Photo-Lithographers. 


Mr. Soderstrom outlined a Proposed Guide of Fair Value. 
He stated that this Guide of Fair Value was built on 
a year's conference and cost work undertaken by the 
eastern planographic tariff establishments. 


Maurice Saunders, executive secretary of the Litho- 


Those present at the meeting 


E. E. Jones 

A. H. Anspach 

G. R. Bardgett 

Edwin F. Braun 

G. W. Schick 

H. E. Rorther 

H. B. Evans 

A. Fyfe 

C. B. Guthrie 

Chester Bostwick 

H. E. Wilson 

C. W. Coffin 

R. Je Conner 

L. A. treland 

Con D0. Curran, Jr., 

Ray J. Gartiland 

Frank H. Abbott, ur. 

W. E. Soderstrom, 
Executive Secretary, 


E. H. Macoy, 
Executive Secretary, 


Maurice Saunders, 
Executive Secretary, 


graphic Printing Code Authority outlined the advanta- 
ges of the Open Price Plan as against the Guide of Fair 
Value Plan. Questions asked developed the fact that 
the value of tariff work is approximately eight toten 
million dollars a year. 


Mr. Bardgett expressed opinion that no stabilization 
plan could be put into effect until a differential had 
been agreed to by the Monotype Tariff Producers. 


It was suggested that any schedule set up should be 
based on actual cost information gathered from tariff 


planographers. 


It was agreed that the tariff planographers should meet 
the next day, October 16th, with the Monotype Tariff 
Producers to consider further stabilization plans. 


included: 
John S. Swift Co., Chicago, Ill. 
Edward Keogh Co., Chicago, II!. 


John S. Swift Co., St. Louis, Mo. 
John S. Swift Co,, St. Louis, Mo.. 
Magill-Weinsheimer Co., Chicago, III. 
Lithographers Mfg. Assn. 
Photo-Reproduction Co., N. Y. C. 
Blakely Printing Co., Chicago, Ill. 
C.B. Guthrie Printing Co., Washington, D.C. 
C. B. Guthrie Co., Chicago, III. 
F. Je Riley Printing Co., Chicago, tll. 
Wallace Press, Chicago, ill. 

" " " wv 
Printers Board of frade, San Francisco, Cal. 
Con D. Curran Printing Co., St. Louis, Mo. 
Con D. Curran Printing Co., St. Louis, Mo. 
Sunset Press, San Francisco, Cal. 


National Association of Photo-Lithographers 


National Lithographic Printing Code 
Author ity, Region No. 6. ° 


National Lithographic Printing Code 
Authority, New ork City. 


UNIFORM COST SYSTEM PLANNED 








The executive secretary of the National Association of Photo Lithographers is in confereuce these days with the 
cost engineer of the Lithographic Printing Code Authority to set up a uniform cost system Suitable for the photo- 
lithographic industry. The cost procedure for various photo-lithographic departmeats has been laid out, forms written 
and it 1S anticipated that a uniform cost system may be ready for distribution to photo-Lithographers shortly. A 
charge will be made to members of the Association for the system and the income used to Supplement its association 


activities. 











Following the meeting of the Tariff Planographers a 
joint meeting of Monotype aud Planographic Tariff 
Producers was held. 


The meeting was called to order by Alexander Fyfe of 
Chicago.. Mr. Fyfe stated that the purpose of calling 
this meeting was to consider forming a national tariff 
association. Mr.Fyfe then asked Mr. Evans of New York, 
who had attended a special meeting the previous evening 
held by the planograph group, to say a few words. Mr- 
Evans briefly sketched the history of an association 
of tariff printers for the past fifteen years up to 
the advent of the planograph method when it was decid- 
ed that nothing could be done toward stabilization 
without the cooperation of both groups. When NRA en- 
tered the picture, product groups were formed and in- 
serted in the Graphic Arts Code to take care of over- 
lapping within the industry. Mr. Evans was of the 
Opinion that possibly it was too late now for this 
group to get recognition as a product group but stat- 
ed that with the splendid representation at this meet- 
ing it should beasimple matter to form an association 
and work out plans that would be beneficial to both 
monotype and planograph producers of tariffs. Whether 
adoption of a Schedule of Fair Values, Open Price Plan, 
or any other proposed planof procedure, is a question 
to be decided, but Mr. Evans thought it would seem 
like missing a great opportunity not to organize and 
get something started along this line. 


Mr. Gibbs of Louisville, Ky., spoke most convincingly 
of the advisability of getting started with a National 
Association and not deferring any longer this most im 
portant step to overcome some of the prevailing pract- 
icés of today which were wrong in principle, this 
action to be followed with no intention whatever of 
imposing unfair prices or conditions. Mr. Fyfe of 
Chicago, said the whole program anticipates only the 
getting of alegitimate profit and fair return for the 
product, which was well known to the producers, was 
not now the case. 


The opinion was expressed that until something in the 
nature of aproof that prices were basically right and 
fair could be shown to them, it was not possible to 
convince the railroads that tariff producers were los- 
ing money. It was also the opinion that fundamentals 
must be set up and adhered to nationally, so that one 
area will not break down what is accomplished in an- 


other. 





A motion was made and seconded that there be organiz- 
ed a National association of tariff printers jointly 
with planograph and relief printing producers. A vote 
was taken on this and it was unanimously carried. 


The next step was then to determine the name, and it 
was the consensus of opinion of those present that 
the suggestion that was made to call it the NATIONAL 
TARIFF PRODUCERS’ ASSOCIATION was a proper one to in- 
dicate in name that it includes both processes. 


The next order of business was the selection of off- 
icers. The name of Gordon C. Hall was mentioned in 
nomination for President but this nomination was with 
drawn when it was agreed that the office of President 
should be held by a printer member of the Group. 


It was also suggested that for the organization period 
the presiding officer be a Chicago man. The name of 
Mr. Fyfe was placed in nomination. Mr. Fyfe declined 
to consider the office, either permanently or tempor- 
arily, on the plea of the press of other duties. 


The name of Geo. J. Borchardt of Hedstrom-Barry Com 
pany, Chicago, was preseated and Mr. Borchardt was fin- 
ally prevailed upon to accept the office of President 
and it was agreed that headquarters would be in Chicago. 
It was also thought best that the office of Secretary 
should be decided upon with the thought borne in mind 
that duties would be less burdensome if the officers 
were not too far distant one from the other. 


It was then decided that there should be five (5) ad- 
ditional men nominated from different sections of the 
country toact along with the four (4) officers to form 
a Board of Directors for the Association, therefore, 
the following men were elected as members of the Exec- 
utive Committee: 


Paul Warren, Chicago, Itilinois. 

H. H. Hughes, Louisville, Kentucky. 

R. Bardgett, St. Louis, Missouri. 

F. H. Abbott, San Francisco, California. 
Jack Stein, Atlanta, Georgia. 


PLANOGRAPHERS AND MONOTYPE TARIFF PRODUCERS MEETING 








Officers for the ensuing year were elected as follows: 


President Geo. J. Borchardt, Chicago,!tIl. 
Vice President H. B. Evans, New York, N. Y. 

Secretary Jack Tarrant, Chicago, Illinois 
Treasurer C. B. Guthrie, Washington, D. C. 


Mr. Fyfe stated that the planographers had started on 
a very comprehensive plan to set up a basis whereby 
prices could be determined intelligently. Mr. Evans 
said two plans had beenoffered and he asked Mr. Soder- 
strom to give an outline of the proposed Guide of Fair 
Values, which he did, saying it had been drawn up and 
submitted to the Cost Engineer of the Lithograph Code 
Agency, and such changes as he suggested had been in- 
corporated. Mr. Soderstrom suggested that it might 
be a good idea for the Monotype group to study their 
costs and go along with the plan as outlined by the 
planograph people as there should not be two camps; 
both being inthetariff field, should work along sim 
ilar lines. In reply to the assertion that the prices 
in the proposed guidewere higher than monotype prices 
of today, Mr. Soderstrom stated they were minimums in 
the New York area. One of the Chicago representatives 
said they were using aschedule worked out on the basis 
of their available cost records in Chicago. 


A motion was made and seconded that the officers make 
arrangements to ascertain the actual cost of producing 
planograph tariffs, and the actual cost of producing 
letterpress tariffs. 


After considerable discussion as to what agency would 
do the work a motion was unanimously carried: 


"THAT THE OFFICERS MAKE ARRANGEMENTS TO AS- 
CERTAIN THE ACTUAL COST OF PRODUCING PLAN- 
OGRAPH TARIFFS AND THE ACTUAL COST OF PRO- 
DUCING LETTERPRESS TARIFFS,WITHOUT SPEC IF- 

IC EXPENSE TO THE MEMBERS, AND THAT THE 

PRESENT MACHINERY BE UTILIZED TO OBTAIN 

THIS DATA.” 
To cover initial organization expense and arbitrary con- 
tribution of $10.00 per firm met with the approval of 
those present, and on motion duly made and seconded 
it was agreed unanimously to pay $10.00 per firm to 
defer the initial expense of forming the National Tar- 
iff Producers Association, the levying of future dues 
Or assessments to be a matter to be taken up by the 
Board of Directors at a future meeting. This motion 
was unanimously carried. 


Those present included: 


Geo. M. Upton,£. S. Upton Ptg. Co., New Orleans, La. 
C. B. Guthrie, C. 8B. Guthrie Tariff Bureau, 
Washington, D. C. 


R. W. Bohnett, The Bohnett Co. Cincinnati, Ohio 
R. —. Morrissey, Syndicate Ptg. Co.,Minneapolis,Minn. 
J. H. Cassidy, Egan Printing Co., Dallas, Texas. 
J. 0D. Gibbs, Gibbs-inman Co., Louisville, Ky. 


H. C. Griswold, John P, Marton Co., Louisville, Ky. 
Harry H. Hughes, John P. Morton Co., Louisville, Ky. 
Edw. Gottschalk, Standard Printing Co.Louisviile, Ky. 
H. B. Evans, Eastern Printing Corp., 
Photo-Reproducing Co., New York, N. Y. 
Frank H. Abbott, JUr., Sunset Press,San Francisco,Cal. 
J. D. Abbott, James, Kerns & Abbott, Portland, Ore. 
Geo. R. Dorman, Stevenson & Foster Co.Pittsburgh, Pa. 
Con P. Curran, Jr. Con. P. Curran Ptg. Co., 
St. Louis, Mo. 


Ray Bardgett, John S. Swift Co., St. Louis, Mo. 
N. H. Aspach, Edw. Keogh Ptg. Co., Chicago, II!. 
C. W. Coffin, Wallace Press, Chicago, It}. 
J. F. Vosburg, R. R. Donnelley & Sons Co., 

Chicago, III. 
J. H. Walden } 
C. E. Dunnagen) 'ntand Press Chicago, I11. 
Geo. M. Borchardt, HedstromBarry Co., Chicago, I/II. 
Earl E. Jones, John S. Swift Co., Chicago, ttl. 
Jos. J. Milosch, Hillison & Etten Co., Chicago, III. 
J. A. Thomas, Excelsior Ptg. Co., Chicago, ttl. 


A. J. Weinsheimer) C 
G. W. Lahick ) Chicago, tI. 
J. Latham warren, Gunthorp-Warren Ptg. Co., 
Chicago, Itt. 

Alexander Fyfe, Blakely Printing Co., Chicago, Ili. 
W. E. Soderstrom, Exec. Secretary, National Assn. 

of Photo-Lithographers, New York, 
E. H. Macoy, Secretary, Lithographers Mfg. Assn. 

of Chicago. 

Jack Tarrant, Ass't. Code Director, Chicago Graphic 
Arts Federation, Chicago, tll. 


Magill, Weinsheimer 


















1S THE NATIONAL ASSOCIATION OF PHOTO-LITHOGRAPHERS WORTHWHILE? 











































We believe the photo-lithographic industry should know what its association has accomplished during the past 
year. Some of the work accomplished is contained in the following letter addressed to Deputy Administrator W. K. 
Warren of the N.R.A. 


October 31, 1934 


Edward K. Warren, Deputy Administrator, 
National Recovery Administration, 
Washington, D. C. 


Dear Mr. Warren: 


We are sending you herewith a statement of the work we have undertaken as Administrative Agency of Product 
Group E-7 of the Graphic Arts Code. 


It is doubtful whether the work of any code agency can be strictly divided as between code and trade associa~ 
tion work. Our activities were planned and are being carried out for the benefit of the entire photo-lithographic 
industry. We have followed the code as closely as possible without bringing into being the illwill and opposition 
prevalent where an agency refuses to go heyond the letter of the law. 


We are pleased to report the following activities of the National Association of Photo~Lithographers: 

; ‘ 

1. ORGANIZATION — Regional area trade associations sub-divisions of the National Association of Photo-Lithographers, 
have been organized in Boston, New York, Philadelphia, Pittsburgh, and Washington, D. C. 


2. STABILIZATION-The regional area associations immediately upon organization gathered such cost information as 
was available and set up temporary stabilization machinery. This machinery took the form of 
local cost schedules drawn up to discourage selling be’ w cost. Local publicity was used to 
sell NRA principles to these groups, whowere inclined at first to feel that the whole idea was 
not workable. 


2A. OPEN PRICE = The photo~lithographers operating in the Washington, D.C. area are selling under an Open Price 


PLANS Plan, copy of which has heen furnished NRA. 
2B. GUIDES OF - A proposed Guide of Fair Value intended to stabilize photo~lithographic tariffs produced for 
FAIR VALUE common carriers was set up by this agency. This Guide of Fair Value was distributed to every 


Known tariff lithographer for criticism. These tariff producers gathered in Chicago, October 
1sth, and discussed this method of stabilizing their business, The tariff producers control a 
volume of business approximating $10,000,000. They did not secure a product group position in 
the Graphic Arts Code but are taking advantage of our Product Group position. Further stabili- 
zation of this productis to ve hased on Cost Determination Schedules set up from cost material 
gathered from the plants concerned. 


UNIFORM We have gathered considerable cost data and forms used in our industry. We have built a cost 

COST SYSTEM system for the industry. This uniform cost system has been set upin accord with cost principles 
promulgated by the National Lithographic Printing Code Authority. After the uniform cost system 
is approved we plan to make it available to every photo~lithographer in the industry. 


a. TRADE PRACTICES= Numerous committees have studied trade practices proposed for the industry. A draft of the 
trade practices was published in the August 15th issue of the "Photo-Lithographer." Copy at- 
tached hereto. he invited every photo-lithographer in the country, whether they were supporting 
this association or not, tocriticize these trade practices. Compliance in these matters, too, 
can best be obtained by persuasion than otherwise and each firm will look for advice in code 
matters to those nearest him in point of view. We have therefore cultivated the building up of 
a machine which will bring harmony to this industry. 


COMPLAINTS <= Almost all of the complaints which have come to regional and national headquarters have been 
settled by local trade practice committees. Oneor two cases have been referred to the Compliance 
Division of NRA, ys Broadway. This agency is giving us cooperation by handling difficult cases. 





Z. EMPLOYMENT -— We have received applications from many unemployed and have, without charge, placed many of 
these people in our industry. Inasmuch as the NRA was set up to help relieve the unemployment 
problem, we believe we have helped carry out the purpose of NKA with our employmeut work. 


7. EDUCATION AND= Although the Graphic Arts Code makes no provision for educational work, we believe the easiest 
PUBLICITY and most effective way of bringing order out of chaos is by way of publicity and education. he 
therefore have established, on a self-sustaining basis, an educational course for salesmen in 

the industry. Copy of the prospectus is enclosed herewith. 


8. CREDIT WORK <- We have in some local areas estaplished a community of credit information regarding customers 
which insures establishments against credit loss, we believe this work ties into one closely 
knit unit the paoto-Lithographers in local areas. 


9- BUDGETS AND = The work of this administrative agency has been accomplished with but one assessment to the 
ASSESSMENTS industry from the National Association of Photo=Lithographers and that has been for the small 

sum of $50 for each firm. This administrative agency is withholding sending out further assess~ 

ments vutil the question of Product Group and Code Authority duplication of assessments is 

settled. Our industry work isin jeopardy because of lack of funds. A modest budget of $15,000. 
has been prepared by our Board of Directors to cover a year's work, 










PRICE INCREASE - We have stabilized prices in the photo-lithographic industry without having put into effect 


10. 
any general price increase since the code was Signed. We have been fortunate in that plants 


in Large production centers have operated with heavy productivity and hence established a cost 
which has inured to the benefit of employer and employee. We believe such a situation warrants 


favorable notice. 


11. FUTURE WORK - The photo-lithographers through this association plan undertaking whe following work for the 


PLANNED future: 


Educational and publicity work. 

Set up safeguards against unfair competition from within and without the industry. 

Set up safeguards for wage classification and wages which may be established for the photo- 
lithographic industry. 

Set up uniform trade practices for the industry. 


Establish cost determination schedules, open price plans, guides of fair value and other 
Stabilization measures to insure against establishments selling below cost. 


Consider measures to guard against overequipping in this industry. 
Make available for outsiders general survey data as to costs of coming into this field. 


Other general trade association activities 


Industry, Product Group Agencies, Code Authorities and we believe the NRA have suffered long enough under the 
inequitable plan of assessment now in effect in the Graphic Arts Code. we urge that NRA give consideration to the 
many pleas which have been made by establishments in the Graphic Arts Industry against assessments made by Code 
Authorities which make no allowance for work which the Graphic Arts Code allots to Product Group Administrative 


Agencies. 
We believe we are doing a good job in settling in our own backyard problems arising in the photo-lithographic 


industry. 


Respectfully yours, 


National Association Photo-Lithographers 


Mbp. $ 


Executive Secretary 





EDUCATIONAL WORK PROPOSED IN NEW YORK 





The New York Photo-Lithographers have drawn up an educational course for photo- 
lithographic salesmen. The course is scheduled to begin December 3rd. Forty- 
two salesmen have tentatively enrolled at ten dollars each. The salesmen are a 
vital cog in the photo~lithographic industry. A thorough education will eliminate 


some of the unfair practices and prices now prevalent. 


It is intended that the course will be conducted in session and by correspondence. 
An outline of the course is published in these columns. 


APPLICATION FOR ENROLLMENT 


TEN LECTURES « TEN DOLLARS 


W. E. SopERSTROM, Executive Secretary, 
1776 Broadway, New York, N. Y. 

Please enroll me for the complete Photo-Lithographic Selling Course, 1934-1935. My fee of 
Ten ($10.00) Dollars is enclosed. 


NAME ............... ee EN CONT ean D RE Pe OR Le TE ONO OP TE AT eT TE ne vee ee ae ET 


(If you will attach the names and addresses of those within your organization who you believe would be 
interested in this Course, we will send them complete information. ) 
























1934 


The management which stands the best 
chance of real success with the return of 
better times is the one that has thrown away 
the whip and has developed a highly trained 
and specialized sales organization. 

Photo-lithography is too new an industry 
to permit of the training in the technique 
of manufacturing and the presentation of 
that knowledge into selling arguments 
through enough competent salesmen. Good 
salesmen in offset lithography are almost as 
rare as good oifset pressmen. Old-time color 
lithographic salesmen have shown a tendency 
to “high-hat” the juniors growing up in the 
new branch of lithography. Admittedly it is 
harder to get enough small orders to make 
a decent living than it is to live by the fewer 
but larger orders for window cut-outs, re- 
ceipt books and catalogues. 

However, the depression has taught us 
much about the value of photo-lithography 
and regularity with which orders can be taken 
by the competent salesman who is willing to 
work honestly and serve his customers. The 
example of these salesmen who have made 
good in our industry certainly shows us what 
can be accomplished. With photo-lithography 
becoming more and more popular there is a 
wide open field for those who wish to make 
it their life work. 

In offset plants, advertising agencies and 
various other manufacturing concerns today 
there are individuals having a working 
knowledge of lithography who with adequate 
training could become successful offset sales- 
men. Photo-lithography isn’t bought today 
as just photo-lithography. It is bought to do 
a definite job, and that salesman who studies 
his customers’ requirements and problems 
cannot help but succeed. 


OUTLINE OF THE COURSE 

December 3—Georce E. Loper, National 
Process Company, Inc. 

1. Selling as a Career. Selling Photo-Lithog- 
raphy. Qualifications for Photo-Lithographic Sales- 
men. General business knowledge. Personal quali- 
ties. Tact. Loyalty. Self-confidence. Initiative. 
Patience and persistence. Resourcefulness. 


December 10—J. Ross PicoTT, JR., Acme 
Photo Offset Corporation. 
2. The Advantages and Limitations of Photo- 
Lithography. How to utilize this information on a 
sales contract. 


December 17—A. J. Fay, National Process 
Company, Inc. 

3. Do You Know Enough of What You Are 

Selling? The danger of quoting the customer with- 

out seeing copy. Protecting the customer, your 


ate om tele ’ - at ve iat ve - 












[HE FIRST YEAR OF THE PHOTO-LITHOGRAPHIC SELLING COURSE 


1935 
SELLING PHOTO- LITHOGRAPHY 


tions. Heads. Retype charges. Authors’ alterations. 
Kind and color of stock. Bleed jobs. Halftones, 
Wet Plate and Dry Plate. Paper and film nega- 
tives. Rush Service. Wrapping. Delivery. Stor- 
age. Billing. 


January 8—J. W. RIEDELL, National Office 
Management Association. 

4. Who Are the Best Prospects for Photo-Lith- 
ography? Where are they? Preparing the way for 
a call. The first call. Personal interviews. Tele- 
phone conversation. Letter writing. Effective sales 
calls. Concentrating on gilt-edge prospects. 


January 15—J. Ross PiGott, JR., Acme 
Photo Offset Corporation. 

5. Presenting the Sales Story and Making It 
Register. Do one-call salesmen ever get very far? 
Taking specifications. You and the estimator. 
Quoting the price. Follow-up. Acknowledging 
the order. 


January 22—A. J. Fay, National Process 
Company, Inc. 

6. Problems of Production. Knowledge of the 
Business. Are you through selling when the order 
is in the house? Cooperation. Following your 
order through the plant and convincing your firm 
that you are trying to help them make a profit on 
your orders. Unless your firm is making money 
on your business either you are going to get fired 
or the firm is going to fail. 


January 29—B. S. RoseNstapT, Ardlee 


Service, Inc. 

7. Losing an Order to Gain a Customer. The 
difference between selling at a price and selling 
at a profit. The disadvantage < selling on price 
alone. Wild claims and reckless promises. Buyers 
who get a dozen estimates on a job. Sizing up a 
turn-down by the customer. Why orders are lost. 


February 5—J. Ross Picotrt, Jr., Acme 
Photo Offset Corporation. 

8. Do You Sell Orders ar Accounts? Holding 
and increasing business from~regular customers. 
Reasons why some customers give all their work to 
one Photo-Lithographer. Analyzing the appeal that 
makes people buy. Sales that click. Color makes 
sales. Five reasons for color. Lifting goods above 
price competition. Principles that govern induce- 
ment. Steps in building a sales presentation. 
X-ray your way to a bigger volume. Selling a con- 
tract. 


February 12—JaMes F. OasTLer, John S. 


Swift Co., Inc. 

9. Selling on a Salary or Commission Basis. Pro- 
tection for employee and Employer. Ethics. House 
policy. Have you sold yourself ? Confidence in the 
proposition and in the house. Thirty questions 
asked a prospective salesman. Setting a definite 
quota of sales regardless of what your firm gives 
you. Selling against yourself. The value of keep- 
ing accurate records of everything you do. 


February 19— 
10. Sales Demonstration with Class Observa- 
tion. 
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THIS MACHINE WILL BRING ESTABLISHED LITHOGRAPHERS MORE PROFIT 
THAN ANY OTHER PIECE OF EQUIPMENT 
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It eliminates practically all typesetting and enables Lithographers to obtain 
work that highcomposition costs have kept fromthe Lithographic field. All styles 
and sizes of type from six to fourteen point. Your own stenographer can operate 
it as easily as she does her own typewriter. You cannot afford to put this off. 
Write or phone immediately for complete details. 
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RALPH C. COXHEAD CORPORATION 


17 PARK PLACE TELEPHONE 
NEW YORK CITY BARCLAY 7 2837 
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Negatives with 100% Sharpness 


Sharpness is the essential feature of a 
negative. 


Greater Speed 
Means greater production and saving of 
lights and labor. 


Greater Density 


with Better Whites gives a stronger and 
cleaner plate. 
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The Best Negative Paper ever manufactured. 
Investigate! 


POLYGRAPHIC CO. OF AMERICA, INC. 
FILM DIVISION 


310 E. 45th St., New York, N. Y. 
14 E. Jackson Blvd., Chicago, Ill. 
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This procedure is adopted for handling complaints in 
regard to violations of the Code, or any Supplements, 
Amendments or Modifications thereto hereafter approved 
by the Administration, and rules and regulations es- 
tablished by the Administrative Agency, except labor 
complaints. 


Organization 


1. To effectuate the purpose stated in the Preamble, 
there shall be appointed by the Administrative Agency 
a National Trade Practice Complaints Committee con- 
Sisting of five or more persons. This Committee is 
established to hear complaints within the jurisdiction 
of this National Product Group as stated in the Code 
of Fair Competition for the Graphic Arts Industries, 
which have been filed with such Committee or referred 
to such Committee by the Administrative Agency or by 
a State Compliance Director and to hear appeals from 
rulings of regional and local compliance committees. 


2. The National Trade Practice Complaints Committee 
shall have the power to appoint such regional and lo- 
cal committees as it may deem necessary and proper and 
to make use of available agencies within the National 
Product Group, subject to the approval of the Adminis- 
trative Agency and the National Recovery Administration 


3- The regional and local committees shall have jur- 
isdiction of all such complaints as may be referred to 
them in their districts and all complaints forwarded 
to them by the Administrative Agency, the National Com 
plaints Committee or by the State NRA Compliance di- 
rectors. Their actions and recommendations shall be 
Subject to review by the National Trade Practice Com 
plaints Committee. 


11 Procedure for the Handling of Complaints 


1. Complaints within the scope of the Preamble above 
are to be made inwriting and three copies thereof sent 
to the office of the Administrative Agency, a State 
Compliance Director, the National Committee or to any 
established regional or local committee having juris- 
diction thereof. 


2. Complaints shall be made preferably in the NRA Com 
plaints Form, copies of which may be obtained from any 
of the Complaint Committees or from any Post Office, 
except fourth class. (Definitions:-in handling com- 
plaints, the party mentioned in the complaint shall be 
called the "complainant" and the party against whom a 
complaint is made shall he termed the "respondent”). 


3- All complaints received by any complaints committee 
shall be promptly acknowledge in writing. 


4. It shall be incumbent upon the Complaints Committee 
with whom a complaint is filedor to which a complaint 
has been referred, to ordera hearing upon any matters 
pending before such Committee upon the request of either 
the complainant or the respondent in such complaint. 


s. In every case where adjustment is undertaken by a 
committee, its first step shall be to inform the re- 
spondent of the nature of the complaint, explain the 
part of the Code which it is claimed he is violating 
and to ask him to submit a statement of his position 
within ten (10) business days from the date of such 
notice. If no reply is received from the respondent 
within ten (10) business days, specified above, the 
Committee shall again send the above information to 
the respondent by registered mail with return receipt 
requested, again requesting reply inten (10) business 
days. Each notice to the respondent that a complaint 
has been filed against him shall be accompained by a 
copy of the Code and of the printed statement "Infor- 
mation for Persons Charged with Violation of an N.R.A. 
Code." 


6. If the respondent, in his reply, admits that the 
Code has been violated as complained, but gives as- 
surance of future compliance, the Complaints Committee 
shall notify the complainant in writing of its dis- 
position of the case, and also notify the respondent 
that the Complaints Committee accepts his assurance of 
future compliance in respect of the complaint receiv- 
ed. 


7. If the respondent denies the facts as alleged, or 
if he admits the facts but takes issued as to the meaning 
of the Codeorstates that he is not subject to the Code 
or that there isa conflict of codes, and ifthe respond- 
ent fails to satisfy the Committee that he is not vi- 
Olating the Code, he should be invited toappear at the 
office of the Committee and state his case, if such an 
interview seems expedient and likely to facilitate ad- 
justment. If no interview is held, or if after such an 
interview, the case is still unadjusted and it appears 
desirable for a field 4djuster tovisit the respondent 
arrangements for such a visit should be made. In any 
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case where there is doubt as to the application of a 
code provision, as official ruling shall be obtained 
from the NRA through the Administrative Agency. Except 
in case of unusual circumstances, no complaint which has 
been accepted for adjustment shall be presented for 
formal hearing is decided upon, it shall be arranged 
by the Complaints Committee, with written notice to 
both complainant and respondent, dispatched at least 
five (5) days prior to the date of hearing. 


8. If no satisfactory adjustment of the complaint is 
effected inthe course of the hearing, it shall be the 
duty of the Complaints Committee to deliberate on the 
facts secured and testimony taken and to make a report 
in writing within twenty-four (24) hours of its find- 
ings and recommendations as to the alleged violation. 
The Complaints Committee shall notify the complainant 
and the respondent, by registered mail, of the commit- 
tee's findings and recommendations and inform the re- 
spondent if the findings are against him that unless 
reply is received from him in five (5) days, giving 
assurance that the respondent will conform with the 
findings and recommendations of the Complaints Com 
mittee a full report of proccedings will be forwarded 
to the National Complaints Committee, sufficient to 
serve as a basis for the report required in case of 
ultimate transmittal to NRA. 


9. If, at any time, the National Committee or the 
Regional or Local Committee is convinced that a com 
plaint conclusively sets forth a violation which the 
respondent shows no disposition to correct or adjust, 
the case, with appropriate evidence, shall be immed- 
iately referred to NRA. 


10. Either party to the complaint may appeal from the 
findings of any Complaint Committee toa higher author- 
ity, as provided in the Graphic Arts Code, or may ap- 
peal at any time directly to NRA. However, the find- 
ings of each complaints committee are to become effect- 
ive and remain in effect until modified or revised by 
a higher authority. 


21. Regional or local committees which are unable to 
adjust acomplaint shall forward the original complaint 
and all relevant papers tothe National Trade Practice 
Complaints Committee, together with recommendations, 
and findings of the regional or local committee. Re- 
fore a case is forwarded to any committee by the next 
higher agency, the resources, of the committee shall 
be exhausted attempting to effect compliance, except 
under the conditions outlined in Paragraph 9. 


12. If no adjustment has been effected by the fore- 
going procedure, the National Trade Practice Complaints 
Committee may inform the respondent that unless he 
furnishes satisfactory evidence of compliance within 
a@ Stated number of days, the complaint will be sent to 
NRA in Washington. If such evidence is not supplied 
within the time stated, the National Committee should 
inform the respondent that it is transmitting the case 
accordingly. 


13. Sub-committees shall report to the National Cour 
plaints Committee before the tenth (10th) of each month 
complaints that have been adjusted and those that have 
not been adjusted and other details which the National 
Complaints Committee may desire, covering the previous 
month's activities. The National Trade Practice Com 
plaints Committee shall report in duplicate all com 
plaints handled by it and its subsidiary committees to 
the NRA at regularly monthly intervals, andwill cover 
in such reports the previous month's activities. 


14. Any member of a complaints committee who may be 
interested in a case, either as complainant orrespond- 
ent, shall be disqualified to sit as a member to hear 
such case or to pass judgment thereon. 


is. All complaints shall be treated confidentially. 
In all cases where the complaint states that he does 
not wish his name revealed, his wishes shall be re- 
spected. The name of the respondent and the facts in 
the case may be disclosed at the discretion of the 
National Complaints Committee upon referring the case 
to the NRA, in cases where an adverse decision has 
been made against the respondent and the latter has 
failed to file notice of appeal. 


16. In all cases where adjustment has been made by 
any complaints committee, it shall be the duty of such 
committee to later investigate and determine that com 
pliance has actually been effected. Upon the closing 
of any case, all papers therein shall be sent to the 
Secretary of the Administrative Agency who shall keep 
the file of all such proceedings, and the docket known 
as the "Complaint Docket" giving each case its proper 
number, indexed both as to "Complainant" and "Respon- 
dent". 

















NOTHING BEST 


Recognizing the value of an exceptional black in the 
Photo-Lith field we instructed our research department’ to 
concentrate on th development of new blacks to excel any- 
thing produced in the past by ourselves or our competitors. 


After many months of effort two new blacks were offered 
tou the trade early this year which are now acclaimed by many 
Photo-Lith houses as the best in the market. We are selling 
large quantities of 


EXCELLO PHOTO-LITH BLACK NO. I 

EXCELLO PHOTO-LITH BLACK NO.2 
If you are not using these blacks can you afford to continue 
using anything but the best® Write or phone and we will tell 


you more about these products -- better still, we will prove 
their value with a trial sample of either or both. 


Sinclair and Valentine Co. 


FOR ALL 
PRINTING PURPOSES 


PULP & DRY COLORS 
VARNISHES & DRYERS 






Main Office and Factory 
11-21 ST. CLAIR PLACE, NEW YORK, N. Y. 
SERVICE BRANCHES 
Boston Dayton 
60 Pearl St. sd 315 S.Main St. 
Chicago - 

Baltimore 215 S. Aberdeen St. Philadelphia 
94 S.Gay St. 115-119 N.Camac St. 
Jacksonville Dallas Los Angeles San Francisco 














